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Jones managed a furniture store for
four years and owned and operated a
retail gift store on Cannery Row in
Monterey for 15 years.

Bay Federal Credit Union
promotes Coleman, Picard
Bay Federal Credit Union has pro-

moted Judy Coleman to vice president of
centralized operations
and Tonée Picard to sen-
ior vice president of
marketing and busi-
ness development.
Coleman has more

than 30 years of finan-
cial industry experi-
ence and joined Bay
Federal in 2000.

Picard joined Bay Federal in August
2006 as vice president of marketing.

Tim York recognized with
foodservice achievement award
Markon Cooperative president Tim

York of Salinas was recognized with
The Packer’s Sixth Annual “Foodser-
vice Achievement Award” on July 17
at the Produce Marketing Association
Foodservice Conference & Expo in
Monterey.
In announcing the award, Packer

managing editor Greg Johnson cited
York’s leading role in regaining cus-
tomer and consumer confidence in the
safety of fresh produce after Septem-
ber’s E. coli outbreak linked to spinach.

He also mentioned Markon’s long-
standing focus on food safety for its
proprietary brands.

Tina Clapp recognized for sales
at SeneGence International
Tina Clapp of Salinas has been recog-

nized for sales with SeneGence Inter-
national.
Clapp started with the company as a

distributor.
SeneGence International is a direct

seller of long-lasting cosmetics and
anti-aging skin care products.

Classic Residence by Hyatt
honors Deann Daniel
Classic Residence by Hyatt has hon-

ored its Monterey community’s man-
agement team and executive director
Deann Daniel as Team of the Year for a
Rental Community and Executive
Director of the Year for a Rental
Community.
The awards were given at the com-

pany’s annual meeting, held a few
weeks ago in Scottsdale, Ariz.
Each year, Classic Residence by

Hyatt nationally honors two commu-
nities and executive directors for
excellence in leadership, teamwork
and overall achievement from Classic
Residence by Hyatt communities
across the nation.
This year the Monterey community

earned top honors in both cate-
gories.
The company also recognized

Daniel for her leadership and accom-
plishments at The Park Lane, A Clas-
sic Residence by Hyatt.
Daniel was recognized for develop-

ing talent among her staff and creat-
ing a great working environment for
her team. Daniel won this award last
year, as well.

Lotz named associate director
at LandWatch Monterey County
LandWatch Monterey County, a

slow-growth advocacy group, has
announced the appointment of Paula
Lotz as its new associate director.
Hired in 2005 as the LandWatch

strategic communications manager,
Lotz took a leave of absence to serve
as campaign manager for the Com-
munity General Plan Initiative (Mea-
sure A) in the June election.
She has lived in Monterey County

since 1997 and is a director of the
Carmel Valley Association.

Salinas’ Jacey Rury promoted
with AtHome America
Jacey Rury of Salinas has been promot-

ed to Two-Star Special Team Leader
level with AtHome America.
AtHome America is a direct seller of

home-decorating accents and furnish-
ings.
In order to reach the Two-Star level,

specialists must reach certain levels
in their personal sales and team sales
as well as add new members to build
their teams
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Pinnacle Bank. The Business
Bank With YOU in Mind!

Contact us and join the Pinnacle Bank Experience.
831-422-0400

www.pinnaclebankonline.com
Serving Santa Clara, San Benito and Monterey Counties

David Soares
SVP/Sr. Relationship
Manager

Sandra Hunter-Ferris
SVP/SBADepartment
Manager

Steve Wotherspoon
SVP/Real Estate

Olivia “Ollie” Greco
VP/Real Estate

COMING SOON TO SALINAS

BUSINESS OPPORTUNITIES

FOR SALE!
•THISISTHETIMETOBUYORSELLABUSINESS•

Pre-Hung Door,Windows retail sales. No contractor license needed...........
...................................................................................................................Reduced $195,000
NEW! Window Installing & Repair,Monterey Pen, Home &
commercial.....................................................................................................................$120,000
NEW! Beauty Supply Store,Monterey Pen. Center. 2 hair stations.. .
...............................................................................................................................................$225,000
Hair Salon & Day Spa,Seaside + tanning booths, facials, nails,
massages.................................................................................................Reduced $85,000
Dry Cleaner Plant/Agency,Monterey Pen. New environ.-friendly
machine.................................................................................................Reduced $199,900
Hispanic Mart & Taqueria,W. Salinas, 2,300 sf, w/beer license,
lottery, inventory...........................................................................................................$120,000
NEW! Liquor/grocery & meat,N. Salinas, 6,000 sf, full-service,
inventory extra..............................................................................................................$375,000
Eclectic Asian antiques, arts/crafts boutique, enjoy the Carmel
workstyle & lifestyle.................................................................................................$318,000
Point-of-Sale management software, offers tech support. Relocatable........
...............................................................................................................................................$459,000
Ground Lease, 33,000 sf commercial lot, Hwy 101 exit, Salinas.....................
..................................................................................................................Rent $3,829/month

Cell: 831.809.5892 • 831.372.5888
Visit our websites: www.business-team.com • www.FloraChong.com

FLORA CHONG
HHaass 1144 yyeeaarrss ooff bbuussiinneessss bbrrookkeerraaggee eexxppeerriieennccee iinn MMoonntteerreeyy CCoouunnttyyHas 14 years of business brokerage experience in Monterey County

BBuussiinneessss TTeeaamm MMoonntteerreeyyBusiness Team Monterey

3 Coin Laundromats-
So Monterey Co..........................$175,000
N. Salinas 2 years old..................$280,000
Watsonville..................................$129,000

SERVICES • RETAIL • HOME-BASED

PEOPLE/

Judy Coleman
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“When (banks) open branches, they
are locating closer to customers and
providing them a higher level of serv-
ice,” said John Fair, chief executive offi-
cer of the Salinas Valley Chamber of
Commerce.

‘People are the backbone’
Blanca Zarazua, a Salinas lawyer

and chairwoman of the Hispanic
Chamber of Commerce of Monterey
County, said the proliferation of new
banks creates the kind of competition
and lower prices for loan rates that
can spur development of small busi-
nesses.
“If (the banks) are responsible to

their owners, they will have done the
research appropriate to support the
fact there is sufficient client base for
them,” Zarazua said. “There may be
untapped sources of business.”
Pinnacle Bank, created last summer,

has more than $60 million in assets
and branches in Gilroy and Morgan

Hill. It will expand to
Salinas this year, said
David Funkhouser,
president and chief
executive officer. In the
past year it has hired
many senior managers
with decades of experi-
ence in Salinas, he said.
“In any business, peo-

ple are the backbone,” Funkhouser
said.
While the advent of Rabobank is not

the only reason Salinas is seeing a sud-
den blossoming of new banks, acquisi-
tions and mergers do cause financial
institutions to re-evaluate the market
and see where opportunity for growth
exists, he said.
Changes in ownership often prompt

senior managers to leave their new
master to create their own banks or
work at banks with better-established
roles in the community, Funkhouser
said.
Such “human capital” — having good

employees— is critical for any bank to

succeed in a new mar-
ket, he said.
Picard said the

Rabobank acquisition
wasn’t a major factor
for Bay Federal,
because credit unions
serve a different market
from banks.
Bay Federal is a non-

profit and can’t do busi-
ness with individuals who don’t work,
live in or volunteer in the credit
union’s tri-county charter area of
Santa Cruz, San Benito and Monterey,
Picard said. All of its financial
resources must be reinvested in the
same tri-county area, she said.

Alisal would like more banks
Even with the new profusion of local

banks in Salinas, most are locating
along the city’s South Main Street cor-
ridor.
Victor Mehia, executive director of

the Salinas United Business Associa-
tion, a merchant group in east Salinas,

said he’s confident that any bank that
chooses to open a branch in east Sali-
nas would attract a lot of business
from individuals and small businesses.
The two banks serving the area,

Wells Fargo and Washington Mutual,
are always packedwith customerswho
don’t have another choice for where to
bank if they want to stay in the neigh-
borhood, Mehia said.
“I don’t think anybodywants to break

ground here,” he said. “I think they are
waiting for a large developer who will
come along and develop a site and
look to banks and other types of retail
to lease rather than deal with land-
ownership decisions.”
Many executives of the local banks

moving into Salinas said if their busi-
nesses do well, they will consider
expanding into other parts of the city
and possibly the county — wherever
they can build the best staff and meet
the needs of the most people.

Contact Dawn Withers
at withers@thecalifornian.com.

BANKS/ ‘Human capital’ is critical for success

Blanca Zarazua David
Funkhouser

QUESTION: Is there one key to success
that does not compromise integrity?
RESPONSE:No, there are several, but

let’s focus on one: the value of fail-
ures. The positive impact of failures
rests solely with the individual who is
able and willing to face disappoint-
ments, learning how to avoid repeat-
ing the same mistakes. Those who
deny personal or organizational fail-
ure by passing the buck or rationaliz-
ing poor performance seldom
improve results.
Stuck in a cycle of self-congratulatory

“voodoo” economics, they squander
golden opportunities. Motivated and
talented employees exit while they
thrash about until these self-deceivers
run out of money or opportunity, or
both. Success is not for the inattentive.
For alert individuals, eager to learn

from potentially devastating mistakes:
Failure teaches humility — critical

for working well with colleagues.
Learning how to live with disappoint-
ment, one’s own and the shortcomings
of others, can pave the way for
strengthening personal and organiza-
tional impact through supportive com-
munications.

Failure identifies flaws in any
number of strategic business func-
tions.

Failure encourages listening to
external counsel regarding more
effective ways to plan, organize, staff,
direct — and control.

Failure builds relationships with
others who have faced their own dis-

asters, having overcome adversities to
become even more effective (and suc-
cessful) because of them.

Bishop sees failure’s value
Transforming failure into success

was illustrated by my friend, the right
Rev. William E. Swing, retired Episco-
pal bishop of San Francisco, during
his baccalaureate address June 16 at
Stanford University.
Swing told a story of how he, come-

dian Jonathan Winters and Kenneth
O’Donnell, a leader of the Peace
Corps, had found themselves invited
as specially invited alums to Kenyon
College a quarter-century ago.
All three men agreed that none had

been an exemplary student, so why
were they singled out for recognition?
“Of all the students who were

straight A’s in math, or English or
political science, why did they invite
three dummies to return?” Swing said.
“So we spent some time pondering
that mystery. Why were we there?
Actually we came up with two
thoughts.
“One! Isn’t it great to fail when you

are 19 years old in front of your par-
ents, peers and professors, and then

discover that life goes on, that the sun
comes up again, that there is much
more ahead of you? Some people
don’t conspicuously fail until they are
45 years old, and it devastates them.
That’s what I want to tell you gradu-
ates. Fail early and get it all over with!
If you learn to deal with failure, you
can raise teenagers, you can abide in
intimate relationships, and you can
have a worthwhile career. You learn
to breathe again when you embrace
failure as a part of life, not as the
determining moment of life.
“There was a second learning that

the three of us thought was worth
knowing. We commented on how
great to spend a lifetime working
firsthand on one’s own passion, rather
than working secondhand or third-
hand on somebody else’s. Whether
comedy, faith or youthful idealism —
whatever — be an apprentice in
something that beckons your heart to
pursue with endless fascination. None
of us was an expert in many things,
but all three of us were passionate
about one unique thing. My advice to
you is to stay with things that draw
you like a magnet. Trust your DNA.
Pay attention to your daydreams.”
Failure becomes a stepping stone to

success for those who are alert and
receptive.

JIM BRACHER is founder of Dimension Five Consultants
Inc. and the Bracher Center for Integrity in Leadership in
Monterey. His “Integrity Matters” column appears Wednes-
days in The Salinas Californian business section.

Failure has some value See yourself
as others do
QUESTION: I was brought into a meet-

ing with my supervisor, who told me
he had a complaint from one of my

co-workers that I was
condescending
towards others. I was
caught off-guard, not
even realizing this
was how I come
across. I always
express my opinions
during group proj-
ects, but respect the

ideas of others as well. What am I
missing?
ANSWER: Perhaps the most chal-

lenging aspect of managing our
external image is the difficulty in
seeing ourselves as others see us.
Research indicates that we are
probably more critical of ourselves
than others are of us.
Some ways to gain an accurate view

of our own external image include:
Seeing and listening to yourself

on videotape.
Asking trusted colleagues or

loved ones for honest input.
Monitoring others’ reactions to

us.
Try to become more conscious

of the impressions you are forming
about others and try to isolate the
cues that create those impressions.

MICHAEL CROM is executive vice president of Dale Carnegie
Training.

SUCCESS COACH

Michael Crom

Age bias targets young more
than older, survey finds
When you think of age discrimi-

nation at the office, does the 22-
year-old new hire fresh out of col-
lege come to mind?
According to a new survey,

younger workers experience age
discrimination more frequently
than their older colleagues. More
than 35 percent of 18- to 34-year-
olds reported age discrimination in
the workplace, compared to only 24
percent of employees ages 35 and
older.
“Ageism isn’t about old people,

it’s about all people,” said Laurel
Kennedy, president of Age
Lessons, the consulting firm that
conducted the survey. “To avoid a
‘war of the ages’ in the workplace,
companies need to address gener-
ational diversity across the age
spectrum.”
Men were more likely than

women to report age discrimina-
tion at work, with 30 percent
reporting a personal experience
with ageism, compared to 23 per-
cent of women.
The survey was conducted online

among more than 1,000 employed
U.S. adults and was supplemented
by an additional 71 follow-up inter-
views with management personnel
at U.S. corporations.
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